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RETAIL DATA MANIPULATION 



TECHNICAL Field 

This invention relates to retail data manipulation. 



In paiticular, this invention relates to improvements to the manipulation of retail 
5 data manipulation which allow the data to be used as a promotional tool for retaiL 

BACKGROUND ART 

With the proliferation of large shopping malls, there is increased competition 
between the malls to attract shoppers to them. Often what is perceived as necessary 
to attract shoppeis is a mall-wide promotion which involves a large proportion of 
10 the shops at the mall, rather than individual shop promotions. 

In addition to attracting shoppers to the shopping mall, it is also of course desirable 
to encourage those shoppers to spend as much money as possible at the shops. 

Unfortunately, conventional promotional methods have become stale and no longer 
inspire shoppers. It would be desirable if there could be provided a less 
15 conventional promotional method that not only attracts shoppers to shopping malls 
but also has ah element which encourages shoppers to spend money there. That is, a 
promotional system that has the potential to benefit the shoppers geared on their 
level of spending. 

Other aspects of the retail industry could also benefit from a new promodon tool. 
20 For example, shopping chams such as service stations, fast food outlets, and other 
shopping networks could benefit 

It is an object of the present invention to address the foregoing problems or at least 
to provide the public with a useful choice. 
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Further aspects and advantages of the present invention will become apparent from 
the ensuing description which is given by way of example only, 

DISCLOSURE OF INVENTION 

According to one aspect of the present invention there is provided a method of 
5 manipulating retail data characterised by the steps of: 

a) entering a purchase amount Into an electronic data manipulation system, and 

b) adding a percentage of the purchase amount via the data manipulation 



10 c) operating a random number generator to trigger a jackpot pay out between a 
range of funds, and 

d) indicating via the data manipulation system whether the purdiase amount 
triggered the jaciq)ot. 

The term purchase amount is defined herein as being an actual purchase amount or a 
15 value proportional thereto. 

It is envisaged that the present invention may operate using a jackpot system similar 
to that used with groups of gaming machines linked together in such establishments 
a$ bars, clubs and possibly casinos. 

The operation of 5uch jackpot schemes is as follows: 

20 Each machine can nin independently according to its original program. Sometimes 
there js a difference - the percentage pay out of such a machine being less than if it 
was not connected up to a jackpot scheme. 

Each machine incorporates a meter bank which records the turnover of the 



system to a jackpot total associated with the method of data manipulation. 
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gaining machine. Therefore current jackpot schemes are set up to count these 
turnover meter increments. 

The jackpot scheme uses an electronic device that intercepts a signal from the 
machine to the meter bank. The number of pulses sent by the game machine to the 
meter bank is proportional to the amount of money wagered on the gaming machine. 
Therefore, current jackpot schemes are set up to extract a small percentage of the 
turnover increment (say 3%) which is used to generate an amount to be displayed in 
ajaclq70t scheme. 

In some embodiments of this scheme there may be applied a multiplication factor 
which takes into account that machines play different value games. 

These jackpot schemes often have two or more value jackpot prizes running 
whereby the incoming contribution is divided among several prize pook, some of 
which may not be visible to die players until a prize is struck, at which point they 
replace the awarded prize. To keep interest in the jackpots high, a proportion of the 
signal may also be reserved to provide a back up value so that when a jackpot is 
smick, this means that the awarded prize does not start incrementing from zero, thus 
retaining player interesL 

For example, 40% of the intercepted pulses may go to the major jackpot face value, 
30% may go to a minor jackpot face value, 20% may go to a major backup jackpot 
value, and 1 0% may go to a minor backup value. 

Such a scheme as described above can be adapted in accordance with some 
embodiments of the present invention adapted for use in retail situations as 
described. 

With die present invendon, instead of gaming machines however, die contribution 
to the jackpot scheme is derived from the amount of a retail purchase which is 
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made. 

Physically, this could be achieved by having a direct connection from an electronic 
till to the jackpot system controller. 

However, in preferred embodiments it is envisaged that the present invention will 
employ a dedicated terminal which is installed into each retail outlet and is tied to 
the jackpot system controller through some type of communication medium. 

For example, there may be a separate electronic device on the counter. 

The separate device may have a key pad or some odier input device (perhaps swipe 
card, infrared seamier, or the like) which enables either the purchaser or the retailer 
to input the purchase amount 

The proportion of the purchase that the retailer contributes to the jackpot may be a 
set amount (say 3%) or may be any amount that the retailer is prepared to contribute, 
For example, retailers within a shopping mall may contribute different percentages 
of purchase prices to the jackpot Those retailers can then advertise this differing 
contribution. For example, a retailer that contributes 6% of the purchase price may 
advertise to the consumer that they offer double the chances of striking the jackpot 
than a retailer contributing only 3%. 

When a contributed value from the device causes the jackpot total to reach the total 
chosen by the random number generator, then the jackpot is stmck by the customer 
who made the purchase. It is envisaged that when this occurs that this wUl be 
broadcast to the retail establishment at large. For example, to the store where the 
purchase is made and possibly to the shopping mall. The means by which this is 
indicated may be varied, possibly flashing lights, a large screen display or even an 
audible alarm. 



25 Not only does this provide immediate gratification to the purchaser, but also 
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acts to alert potential purchasers, perhaps inspiring them to a shopping frenzy. 

The applicant has recognised that the best way to encourage and motivate people to 
participate in any activity is to provide the potential and incentive for them to get 
something for nothing or to win a prize. Obviously, the bigger the prize, the better 
the incentive. However, there are two other critical components necessaiy before a 
promotion can be assured of a success. 

The first of diose is for the customer to witness that prizes (irrespective of value) are 
being won frequently. 

The second is that there is an element of instant gratification. 

Therefore^ to motivate potential customers to firstly participate in promotion and 
then to retain their interest or stimulate more vigorous participation, the following 
key elements of the present invention have been incorporated. These are adgqi^atf- 
incentive, high activity band and instant gmtification. 

1) Adequate incentive 

The customer must be attracted to the promotion sufficiently for them to go 
out of their way to participate and not go to what may be possibly a more 
conveniently located competitor. 

2) High Activity Band 

Any promotion thai offers prizes must be seen to be delivering these prizes. 
The promotion prizes must be clearly visible to the customer and create an 
intense desure within the customer to obtain these prizes by participating. 
The preferred embodiments of the present invention the jackpot sum is 
displayed to all shoppers as discussed previously. 



Instant Gratification 
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In today's fast moving world customers want services as quickly as they 
possibly can have it Responding to these customer demands - companies 
now place high priorities in fast convenient service. In other words they are 
striving to ultimately achieve an objective of instant gratification for the 
5 customer. For a promotion to be successful this too is a critical component 

to strive for. 

With the present invention, the retail data manipulation, is such that instant 
gratiffcation has been achieved through real time processing. 

Promotions in the past have required customers to wait hours, days, weeks, 
and in some cases months, before a promotion is complete and a draw is 
conducted* For example, raffles. Customers may initially be attracted to 
these promotions, but quickly lose interest in them in that motivation to 
continue to participate, Eventually the promotions attraction value 
diminishes to a point where it simply fizzles out This promotion has failed 
to deliver the convenience and speed of service that customers now demand. 

It should be apparent now that the present invention addresses and remedies 
inherent problems associated with operating promotions through a system of retail 
data manipulation. It can successfully deliver all three capital ingredients to ensure 
fliat promotions are not only attracted to customers IniUally, but retain or increases 
attraction throughout the entire life of the promotion. 

The present invention also addresses problems facing retails by providing "good 
value for money". 

It is difficult for retailers to determine whether traditional methods of retailing 
promotions are effective with regard to how much the campaign costs and how 
25 much business it would have got anyway without the campaign* 
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It can be seen with the present invention that retailers have control over the amount 
of money they spend by assigning a percentage of the purchase price to the jackpot 
total. Thus, the present invention provides a far more quantifiable approach for 
retailers* 

5 The jackpot can be arrived at by a variety of means, but in preferred embodiments 
the initial amount is a fund contributed to by thci retail outlets in the mall or shops in 
a retail chain. 

This jackpot may be run simultaneously with other jackpots of the same nature 
which encourages continuous shopping. For example, there may be displayed a 
10 value range in which the jackpot may trigger. Shoppers would be advised of the 
strike parameters when any of the jackpots enter their parameters. With multiple 
jackpots there is more incentive to shop. 

In one embodiment of the present inventions, jackpot strike parameters may be set 
to incorporate multi-level jackpot values simultaneously* One possible 
15 apportionment of values may be as provided in the table below. 



Jackpot Number 


Strike Parameters 


1 


$50- $500 


2 


$501 -$2500 


3 


$2501 -$5000 


4 


$50001 -$10000 


5 


$10001 - $25000 



It can be seen that this invention has sufficient novelty (the use of a game of chance) 

to attract consumers to particular retail area. 
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Further, it should be appreciated thM the present invention encourages consumers to 
spend more. This is because the number of entries that the consumer has into the 
game of chance is proportional to the amount of money spent by the consumer. 

It should be appreciated that this aspect of the present invention need not only be 
used in shopping malls but can be used in any particular retail outlet or any other 
oudet (even including the Internet) where purchases are made. 

Thus, the system has the advantage of providing incentive for consumers to 
purchase items which now carries with it the possibility of winning a large sum of 
money, and to be told of the winnings rapidly at point of sale. 

Brief Description of Drawings 

Further aspects of the present invention will become apparent from the following 
description which is given by way of example only and with reference to the 
accompanying drawings in which: 

Fip^fg 1 shows a schematic of the process followed in the present invention. 
Best Modes for Carrying out the invention 

Stage 1 is the purchaser or retailer entering the purchase price into the electronic 
jackpot system. 

Stage 2 is the system calculating a percentage of the purchase price which is then 
added to a jackpot total- 
Stage 3 is the stage of comparing the now current jackpot total vrith a total chosen 
by a random number generator. 

At Stage 4, if the total exceeds that chosen by the generator, the alarm goes off and 
the jackpot awarded in Stage 6. If no match, then that purchase amount is just 
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added to the jackpot total as in Stage S. 

Aspects of the present invention have been described by way of example only and it 
should be appreciated that modifications and additions may be made thereto without 
departing from the scope of the appended claims* 
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